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So many {insert your clientele 
here}

So few dollars
Your community expects you to do more, serve more, create 

more of a difference – but with the same budget as 2015



Expectations v Realities



• Examine your revenue streams

Is the ROI worth the effort?
Are you willing to “Bless & Release?”



Donors (Individual & Corporate)
Special Events

Grants 

Even if it means you scale back for a while?





Donor Giving Trends 2016

New Donors: 176
176/1214= 14.5%

Re-engaged Donors: 67
67/1214= 5.5%

Deceased Donors: 253
253/1214=20.8%

Repeated Donors: 147
147/1214=12.1%
Lost donors: 571



What happened?

Our goal:
Did we make it?

Which group will be our focus in 2017?
Do we go with the “low hanging fruit” for the easy wins?

What is our goal for 2017?
$ or %



What worked?
How do we make it happened?

Touches
Donor focused marketing

Phone calls
With physical expansion – INVITE THEM DOWN



Where and How to Start?
1. Donor list

2. 2015 v 2016 (or whatever data you have)
3. Examine your needs. Be sure your plan fits your realities

4. Be specific with what you want from donors
5. Share hits/misses with Board members



How to Start

How to Start



The Data Doesn’t Lie!



Questions?

Dani Hottle
dhottle@bgclynchburg.org

540.535.9579 (cell)

mailto:dhottle@bgclynchburg.org


Copies of the 
Donor Worksheet 

Slides 11 & 12 are available.


